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Geohen toil Stewart Bates, head of CMHC was not one of these. In the late spring of 
that year he said that it was not a complete collapse in demand for new 


* housing but rather just a pause... a lull . . . a momentary hesitation. He 
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felt this slowdown was only temporary because pressures of population and 
rate of income growth had abated. This in conjunction with record highs in 
construction in previous years, resulted in this temporary lag. 


Bates was right. Optimistic signs are indeed reflected right across the 
4 country. Not only has the rate of housing starts increased, but there has 
been good activity in used houses. One need only look at the Photo Co-op 


Listing totals on page 25 of this issue to find that sales have forged ahead 
nearly six million in eight months over a corresponding period last year. 


It would appear fairly certain that the closing months of 1962 and at 
* least the first six months of 1962 will be good for Realtors and salesmen. 
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Roy Wilson is an honour graduate of the C..R. course and an Associate member of the 
Institute. Since 1951 he has been manager of F. A. Wilson Realty Ltd., Calgary besides 
being a director of five other companies in the area. 


At present Mr. Wilson is president of the Calgary Real Estate Board Co-operative 
Limited which hosted the 1961 CAREB convention at Banff in September. 


MANAGEMENT OF A 
REAL ESTATE OFFICE 


Observations made during my ten 
years in Real Estate have convinced 
me that Real Estate firms in general 
are lacking in organization. Complete 
and proper organization is essential in 
all large firms, but, few Real Estate 
agents recognize that the need is just 
as important to them. Many Real 
Estate firms have been forced to close 
up simply because they were not 
properly organized, I will try to point 
out some of the steps I feel are neces- 
sary in setting up the organizational 
structure of a Real Estate Company. 


True efficiency, which springs from 
spontaneous co-operation should be 
the goal of Real Estate Management. 
Money and fancy equipment are use- 
less without willing, thinking per- 
sonnel working as a team to back 
them up. Too often the goals desired 
in Real Estate Management are over- 
looked. We proceed to set up Com- 
pany policy, operating rules and pro- 
cedures forgetting what we are 
actually trying to accomplish. 


Policy 

Real Estate Offices consisting of 
from two people to one hundred or 
more should have written policies. 
Firstly — the policy should outline the 
aims and objectives of the firm. 
Secondly — it should outline the bas;ic 
approach of applying policy to speci- 
fic phases of the business. It is the 
responsibility of ownership to estab- 
lish policy; and to see that policy is 
changed (in writing), when necessary 
to meet requirements of changing 
business. 

Company aims and objectives usu- 
ally make reference to a basic goal of 
harmonious working arrangements, 
good management and fair. _profit. 
This is accomplished by outlining the 
stature of supervisory staff, personnel 


By ROY WILSON, A.R.1. 


program, plan of action, organization 
structure, and compensation. 


Attitudes 

The attitude of every employee is 
very important in any business, but 
more particularly in Real Estate. 
There is no place in any selling orga- 
nization for a negative thinker. This 
rule applies from the top on down. 
One maladjusted individual can spoil 
the attitude of everyone he works 
with. Sound sincere personnel rela- 
tions from top management will 
spread co-operation all the way down 
the line. All levels of work must be 
manned by a _ person who has a 
healthy attitude toward his firm, fel- 
low employees and his own job. 

Executive Development should be 
outlined for the benefit of all. The 
ideal objective is for all executives to 
train subordinates to think and make 
decisions for themselves. Every execu- 
tive should have a subordinate trained 
to replace him in event of promotion, 
sickness or retirement. Decision- 
making ability should be cultivated in 
every single individual. Replacement 
of executive material should come 
from within the firm wherever pos- 
sible based on ability — not seniority. 

Making money, or retention of pro- 
fits, is probably one of the reasons 
you are in the Real Estate Business, 
therefore, do not neglect making men- 
tion of same in your policy book. 
Efficient and economical operation 
resulting in additional profit should 
continually be strived for. 


Personnel 
Under the heading of personnel, 
your policy book should outline the 
intentions of the firm regarding: 
selection, training, wages, incentives, 
and promotions of employees. A file 
should be kept for each employee with 


his application form and other perti- 
nent data. 

On hiring, it is advisable to inform 
the new employee that his file will be 
reviewed every six months. This is 
fair to the employer and insures the 
employee his remuneration will be 
reviewed without his asking. 


Customer Relations 

Regardless of position in the firm, 
all employees should be reminded that 
a customer is not an interruption of 
his work. He is the purpose of it. 
Employees who discuss complaints 
with outsiders are a detriment to your 
sales firm. Immediately 
the gripe or the griper. 


eliminate 


Advisory Control 

Success in your Real Estate Office 
will depend largely on a clear-cut 
written division of work and control. 
An easy method is to break down the 
Authority, Responsibility and Duties 
of each person in the firm. Authority 
for this purpose means the right to 
make decisions without reference to 
another. Authority makes it possible 
to get a job done. Authority must be 
commensurate with responsibility. 

The Board of Directors derives its 
authority from and is directly respon- 
sible to the stockholders or ownership. 
It may well be that in fact owner- 
ship, president and executive vice 
president are all one person in a small 
firm. A situation like this is not 
necessarily difficult but the chart 
shows the breakdown in the chain of 
command in event of growth. 

The following chart shows a Man- 
agement Committee, which is strictly 
advisory in capacity. Under this chart 
it is the responsibility of the Execu- 
tive Vice President to reach decisions 

Continued on page 19 
— SEE MANAGEMENT 
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SHOPPING CENTRES 


By RoBerT GANS, C.P.M. 


Over a period of only 12 years, 
shopping centres in our country (The 
U.S.) have grown in significance to 
the point where 25% of all retail 
trade now flows through them, Pro- 
ject this new trend a few years hence, 
and you will glimpse the powerful 
impact this type of outlet will have 
on real estate development activity. 

I have been directly involved in 
shopping centre projects since 1956, 
and am happy to disclose some of the 
things I have learned and at 
the same time point out some of the 
exciting and stimulating opportuni- 
ties this line of activity affords a pro- 
fessional Realtor. 

Based on my experience, let me 
state in more or less capsule form, 
some of the important items I have 
learned in shopping centre develop- 
ment: 

1. Don’t start with high cost of 
land. 25c per sq. ft., or approximately 
$10,000 per acre is my maximum. 

2. Retain an experienced architect; 
line up with a good contractor; secure 
early counsel on mortgage financing 
and the requirements relating there- 
to, 


3. Controlled building costs. $11.00 
per sq. ft. for all building costs is 
my maximum. 


4. Secure an anchor tenant in the 
early stages of development. 


5. When negotiating rentals, insist 
on at least $1.50 per sq. ft. per year 
from national credit tenants, and 
approximately $2.50 from local ten- 
ants. Try to average $1.75 to $2.00 on 
the entire project. 


6. On a completed project, project 
rental income conservatively and esti- 
mate expense liberally. Don’t get very 
deeply involved in a shopping center 
project, unless these figures indicate 
a sound profitable investment. 


7. Understand that the project 
must knit together between leasing, 
construction and financing; with the 
professional Realtor-developer super- 
vising and leading the entire project. 
In putting the deal together, remem- 


ber that it must be profitable for not 
only the developer, but also for the 
tenants, the mortgagee, other pos- 
sible investors, and other persons in- 
volved in the project. 


8. During the leasing program, 
organize tenants into a strong mer- 
chants association for the purposes 
of joint promotion and co-operation 
on completion. This is very vital to 
success. 


9. It is important to secure the 
cooperation of local city officials and 
other leaders in the community. 


10. Retain a qualified professional 
Realtor for development, and for 
management on completion. 


I have just returned from the 
annual convention of the International 
Council of Shopping Centers, at Holly- 
wood, Florida. There I picked up the 
very latest news and techniques in 
shopping center developments which 
are taking place in our country. May 
I say here that the ICSC is a trade 
association made up of shopping 
center developers, owners, major 
chain stores, major mortgage com- 
panies, and other firms and organiza- 
tions interested in shopping centers. 


To those interested in more 
knowledge in this realm of activity, 
I would heartily recommend you con- 
sider membership in this association. 
I have found it to be highly valuable. 
Their address is 342 Madison Avenue, 
New York City. 

At the convention, there were three 
major dynamic developments in the 
shopping center field which were 
thoroughly discussed, as follows: 


1. Impact of the Discount House. 
This type of retail facility is in- 
creasing in number and in sales 
volume. It is necessary to carefully 
reckon with them. Experienced 
developers are including discount 
houses in their new shopping 
center projects. 


2. Advantages of covered mall. It 
protects the shopper from incle- 


ment weather while visiting the 
shopping center; offers marvelous 
potential for advertising and pro- 
motion. Many experienced develop- 
ers are incorporating this feature 
in their planned projects, and 
several existing owner-developers 
are making necessary conversions. 


3. Two- and three-deck parking. With 
increasing sky-rocketing cost of 
land, particularly land suitable for 
shopping center development, de- 
velopers are now going to multiple 
levels of parking, rather than the 
conventional sprawled-out type of 
development. This has a further 
advantage of offering the customer 
a shorter distance to walk from 
her automobile to shop. 


At the convention it was also noted 
that whereas the economy in our 
country — and retail trade in general 
— was off some during the previous 
six to nine months or so, nevertheless, 
in spite of this, shopping center out- 
lets — under careful prudent and ex- 
perienced management and promotion 
—are increasing in sales volume and 
activity. Many experienced developers 
now have new projects under con- 
struction, or on the drawing boards. 


I think you can visualize there are 
some unique and exciting aspects of 
shopping center development. I know 
of no other phase of real estate 
activity which has so many chal- 
lenges, problems and complexities; yet 
I also know of no real estate activity 
which is more satisfying. 


The opening of a shopping center 
is a genuine thrill. I have found that 
a shopping center project, properly 
planned and developed, greatly im- 
proves retail shopping facilities in the 
community. It is usually safer and 
much more expedient for the shopper. 
It sometimes provides greatly in- 
creased tax revenue to the local muni- 
cipality. It provides, new and more 
stable job opportunities. It consti- 
tutes a highly enterprising use of 
land. It invariably stimulates other 
types of real estate activity all around 
it. 


To the professional realtor who is 
interested in becoming a _ specialist, 
and thoroughly familiar with all 
phases of shopping center develop- 
ment and related activities, it offers 
a profitable unlimited future. 


sss 


Robert Gans, Seattle, Washington, is recognized as one of the leading shopping centre experts 
on the Western United States coast. His address, of which this article is a part, was delivered to 


members attending the B.C.A.R.E.B. 


convention at Nanaimo earlier this year. He is president 


and property manager of a fifteen-member real estate syndicate which has been buying and selling 
huge tracts of land throughout the Puget Sound (Wash.) area 
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MEDALUION HOMES WITH ELECTRIC HEATING 


* 


~& 


“T feel that the public is aware of Medallion Homes 
and knows what to expect in quality,” said George 
Davies, Barrie, Ontario builder during a recent 
interview. ‘‘I plan to build more Medallion Homes 
this year.”’ 

The success Mr. Davies has found by installing 
electric heating in Gold Medallion Homes is proven 
by four homes he built side by side on Castle Drive 
in Barrie. All were sold shortly after completion. 

Hydro advertising for Medallion Homes and 
electric heating certainly helps. ‘“Y ou see advertising 
in newspapers, magazines and on TV educating the 
public to accept all-electric living and the comfort 





CANADIAN REALTOR — OCTOBER, 1961 


FOR BARRIE BUILDER, GEORGE DAVIES 





SS fy or Ss “ae cha 
* . $ = ‘ 5 é . 
. : e e 4 i 
, a8 & . ££ & 
” . © a & ® 





it brings.”” Mr. Davies went on to say, ““The more 
you put into a home—electrically, the greater the 
profit you get out of it. It also makes a more com- 
plete home for the buyer.” 

George Davies is an example of the many pro- 
gressive builders who are selling homes faster by 
building to the Medallion Standard and including 
electric heating. 

For complete information on Medallion Standards, 
Full Housepower, Planned Lighting and appliance 
conditioning, see your electrical contractor or your 
local Hydro. Experience shows that homes built to 
Medallion Standards sell faster. 





Mr. George Davies in front of four electrically heated Medallion 
Homes he built in Barrie. All four homes are occupied; two by 
teachers, one by an insurance agent and one by the Davies 
family. Of the four homes, 3 are Gold Medallion standard with 
electric heating —one is Bronze Medallion with electric heating. 


Wes Perry of K.P. Electrical Contractors, Barrie, Ontario and 
Mr. Davies in front of the service panel of one of the Medallion 
Homes. Electrical contractors can boost their contracts by as 
much as 300% through Medallion Standard installations with 
electric heating. 








President Herbert R. Fullerton 
Surveys CAREB Policies 


In his illuminating address to dele- 
gates of the 18th Annual Convention, 
held at the Banff Springs Hotel, 
Banff, Alberta last September, Presi- 
dent Herbert R. Fullerton noted that 
the old colonial system of govern- 
ment throughout the world has al- 
most disappeared and that a great 
number of new nations have emerged. 
These are demanding immediate 
world assistance in hastening indus- 
trial development that they too might 
enjoy higher standards of living equal 
to that enjoyed by the Western world. 


Mr. Fullerton said that during this 
same period, there has been a steady 
growth in the philosophy that it is 
the function of the State to look after 
the citizens from cradle to grave. He 
warned that this philosophy replaces 
that which created strong nations 
throughout recorded history, namely 
that it is the sacred duty of all citi- 
zens — regardless of sacrifice — to 
make their full contributions, each in 
accordance with their abilities to the 
welfare of the State. 


“All these factors have contributed,” 
the president said, “to the continued 
expansion of social legislation, with 
its increasing government expend- 
itures for social services.” 


Turning to the question of foreign 
investment he noted that, “In my 
view, we in the vocation of real estate 
in Canada should conduct a careful 
study of the entire question of foreign 
investment in Canadian Rea] Estate. 


“This,” he said, “should be done 
before the situation develops into a 
political problem as has happened in 
other countries.” 

Mr. Fullerton referred particularly 
to Russia, China and Ireland . 
and more recently Cuba. 

He warned that these totalitarian 
States now exist “in some countries 
where it has not, for one reason or 
another, been possible for the inhabi- 
tants to satisfy the hunger (of land 
ownership) by exercising the ability 
to purchase and own land; .. . par- 
ticularly in those areas where there 
has been a substantia] amount of 
ownership by absentee landlords, 
domestic and foreign. This same land 


hunger has contributed to political 
upheavals with accompanying blood- 
shed, finally resulting in redistribu- 
tion of land use and ownership by 
government decree”. 


Mr. Fullerton said that a reason- 
able amount of foreign investment in 
Canada should be encouraged, but 
care must be exercised “to see that 
our country — which in my lifetime 
has fought two wars to keep it under 
Canadian ownership—is not, through 
lack of attention on our part, taken 
away from us by foreign purchase”. 


The president’s concern was re- 
flected in his mention of payments of 
Canadian dividends and interests to 
sources outside Canada. He said that 
they were running at $744 millions 
annually compared to $655 millions 
($480 millions net) last year. 


Mr. Fullerton’s address also touched 
on subsidized housing and urban re- 
newal and redevelopment. In_ the 
former, he felt that subsidized hous- 
ing, in its various forms, increased 
social assistance allowances, among 
other things, and these have contri- 
buted to an alarming increase in civic 
taxes levied on real estate owners and 
tenants. 


Referring to urban renewal and re- 
development, he said that as vast 
sums of money are involved in these 
projects, skillful handling is re- 
quired. He suggested that Canadians 
would do well to study the operations 
of the Urban Land Institute in the 
United States. 


He felt that governments, of all 
levels, have had a generally unsuccess- 
ful record in commercial] type vent- 
ures. Usually such projects cost a 
great deal more than was first esti- 
mated and a great deal more to 
operate than was anticipated. 


Because of this, Mr. Fullerton ad- 
vised Realtors, ‘with their specialized 
knowledge, to give freely of their 
time, and play their full part in the 
public interest in these matters”. 


Continued on page 21 
— SEE POLICIES 


THE I.C.1. 
COLUMN 


Dear sir: 


Referring to Peter Langer’s “Solu- 
tion of I.C.I. problems” column in the 
August issue of the “Realtor”, I 
would like to enlist your help in solv- 
ing a problem that frequently arises 
in connection with leasing of in- 
dustrial buildings. 


The TREB Offer to Lease forms 
contain a sentence: “Lease shall be 
drawn by you on your usual form 
...” This creates a difficulty in most 
cases because the lessee’s solicitor is 
seldom willing to accept this wording 
(and quite rightly so) and will ask: 
“What is your usual form?” Most 
lessors have no usual form of lease or 
if they do, it is so one-sided that it 
will be rejected by the lessee. Even 
the standard printed forms offer at 
least 25 varieties and it is hard to 
reach agreement on any of them with- 
out changes. 


Several prominent solicitors have 
been consulted by myself, but none 
came up with a solution which would 
be fair to both parties, as well as to 
the negotiating agent. However, all 
agreed that this sentence is not accep- 
table either to the lessor or to the 
lessee and it jeopardizes the Realtor’s 
position in getting the Offer to Lease 
signed. 


I would appreciate hearing from 
experienced Realtors in this field in 
order to find a solution which perhaps 
we could apply in our Offer to Lease 
forms. 

Yours very truly, 
GEORGE BIRO REAL ESTATE LTD. 


George Biro, F.RI. 


Readers of this Jndustrial-Commer- 
cial-Investment column are invited to 
send in their suggestions, opinions, 
critiques in answer to any question which 
appears under the I.C.I. head. 


You are also invited to send us any 
problem you may have encountered, in 
which case we shall publish it and ask 
readers to solve same for you. 


Send mail to I.C.I., The Canadian 
Realtor, 20 Eglinton East, Toronto 12. 


@ One is not obliged to belong so much 


to all as not to belong at all to one- 
self. 
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loops district was opened for inspection in August. George H. 
Greer Ltd., veteran Realtors conducted the promotion which 
was supported by local trades and the B.C. Hydro. Shown left 
to right: R. W. Carlson, salesman for the firm explains the 
house to visitors Mr. and Mrs. A. B. Reilly. Hamish Robertson, 
Consumer Services Rep. for B.C. Hydro was also on hand to 
explain technical features. 


Kamloops Realtor 
Promotes ‘Medallion’ 


Combining forces with the Kam- 
loops Power Commission paid off 
handsomely for the firm of George H. 
Greer Ltd., pioneer Realtors in the 
area. 


The real estate firm held an open 
house featuring the Bronze Medallion 
concept. 


This is the first time a Medallion 
Home promotion was staged in Kam- 
loops and close to 1,500 came to view 
a modern electric home during the 2 
days it was open for inspection. 
Centre of attraction of the T. Eaton 
Company furnished unit was the all- 
electric kitchen featuring built-in 
range and oven, automatic dish 
washer and garbage disposal unit. 


The G. H. Greer firm took a three 


‘page Ad in the Kamloops Sentinel 


plus daily radio time plugs. The radio 
station also held on the spot inter- 
views at the site. 


Corsages were given to every 25th 
lady and free orange crush for all. 
Builders, sub-contractors, B.C. Hydro 
and others shared cost of promotion. 
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Cloverdale; Thomas C. Lambert, Nelson; James 
V. Owens, New Westminster; Richard E. Slinger, 
West Vancouver; Robert H. Wilson, Kelowna; 
John S. Wood, Vancouver. 





INLAND REALTY OF PENTICTON promoted the Okanagan- 
Mainline Multiple Listing Service at its booth leased for use 
during the Penticton Peach Festival, Penticton, B.C. Okanagan- 
Mainline services an area from Kamloops on the north to 
Osoyoos on the Washington border. 


IN PASSING 

We receive an interesting and newsy little fact sheet published periodically 
by the Chartered Trust Company, Toronto branch. The one to which we now 
refer has an interesting story related by Ellis W. Clark, Estates Supervisor. It 
is entitled “Reminiscences of an Estate Planner” and hinges on careless plan- 
ning of your estate. The article is written in first person, having been the 
experience of Frank Jones, a lawyer friend, who was commenting on a certain 
situation involving one of his clients. 

Mr. Jones quotes: “I was consulted this morning by a woman whose hus- 
band died a couple of weeks ago. It seems that many years ago her husband 
and his brother went into partnership and started a small manufacturing busi- 
ness which has never been incorporated. Due to the business acumen of the 
partners and a lot of hard work plus a bit of luck, the business has prospered 
and expanded and is today worth about $400,000. In order to accomplish this, 
the brothers had ploughed all their profits back into the business, and drew 
only modest salaries. Both of them were in about the same position financially, 
and, at the time one of them died, each of them had — apart from the business 
— only a house and about $25,000 life insurance. 

“About twenty-five years ago, when the business wasn’t worth nearly as 
much as it is now, and before either of them had any children — the brothers 
insured each other’s lives for $20,000 apiece, and entered into an agreement 
that if one of them died — his interest in the business would be sold to the sur- 
viving brother — and the purchase price would be the amount of the insurance 
carried by the surviving brother on the life of the deceased brother — namely, 
$20,000. It was a good plan at the time, but it isn’t a good plan now, as it has 
never been changed. 

“Now, unless the surviving brother is willing to tear up the agreement and 
make a new arrangement — which is doubtful to say the least — it means that 
my client gets $20,000 and her brother-in-law gets the business worth $400,000. 
Quite a situation, isn’t it?” 


ALL B.C. BOARDS ARE INVITED TO 
SUBMIT MATERIAL FOR THIS PAGE. 
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THIRTY SIX OF THE SIXTY THREE C.1I.R. GRADUATES accepted into membership of the Institute were on hand to accept 
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certificates at the Banff Convention. Those shown are front row, left to right: R. B. MacMillan, F.R.|., Edmonton (top 
graduating student); C. Binns, A.R.|., Toronto; N. S. Runka, A.R.I., Edmonton; E. Steiner, A.R.I., Toronto; S. E. Hornberger, 
F.R.1., Calgary; E. Bruce Graham, F.R.1., Edmonton; Neis Greidanus, F.R.|1., Edmonton, R. K. Stewart, F.R.I., Edmonton 
SITTING: Kevin Davis, F.R.I., Quebec City; R. H. McRitchie, A.R.|., Moose Jaw; L. Potechin, F.R.|., Ottawa; Gladys Coristine, 
F.R.I., Calgary; Shirley Brunke, F.R.1., Toronto; Stuart McAfee, F.R.I., Edmonton; Maurice Crystal, F.R.I., Calgary; C. Joffe, 
F.R.1., Calgary; W. H. Westwood, F.R.1., Calgary; W. E. Dickson, F.R.1., Calgary. 

BACK ROW: H. F. Keffer, F.R.I., Toronto; A. Wiebe, F.R.|., Kitchener; W. Frank John, F.R.|., Calgary; R. L. Klaasen, 


A.R.1., Calgary; W. G. White, F.R.1I., Thornhill; W. G. Durst, 


F.R.I., Toronto; C. Koffler, F.R.|., Toronto; H. L. Molstad, 


F.R.1., Edmonton; B. V. Welsh, F.R.1., Toronto; B. E. Willoughby, F.R.|., Toronto (President of the Institute); G. A. Stott, 
A.R.I., Edmonton; J. G. Toole, A.R.I., Calgary; H. G. Deforest, F.R.I., Calgary; D. R. Leard, A.R.|., Edmonton; A. B. Smith, 
A.R.1., Edmonton; D. N. Liteplo, A.R.I., Edmonton; G. E. Gale, F.R.1., Calgary and W. |. Hughes, F.R.1., Calgary. 





nie ™ 

E. J. ARONOVITCH of Aronovitch & Leipsic Ltd., Winnipeg, 
is shown presenting Bob MacMillan, Edmonton, a cash award of 
$100 in recognition of Mr. MacMillan’s top standing in the 3- 
year C.I.R. course graduating class. The firm also awards a 
$100 scholarship to the top Manitoba student in the first year 
of study. Scholarships were created to honor the memory of the 
firm’s founders A. H. Aronovitch and L. Leipsic. Joel Slater of 
Winnipeg won the first year scholarship. 
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C.1.R. PRESIDENT Bert Willoughby presents Abram Wiebe of 
Kitchener, Ontario with his F.R.|. certification during the Banff 
C.I.R. dinner and award presentations honoring new members 
into the Institute. Mr. Wiebe (who took top honors in his first 
and second year classes) was principal speaker at the dinner. 
Mr. Wiebe is a director of the Ontario Association of Real 
Estate Boards. 


CAREB’s INCOMING SLATE OF SENIOR OFFICERS are shown following elections 
held during the 18th annual convention at Banff, Alberta, September 4th to 8th. 
Seated are: S. L. Melton, F.R.I., Edmonton, senior vice-president; Bert Katz, F.R.I., 
Ottawa, president; P. J. Harvey, F.R.I., Brantford, vice-president. Back row: (all 
regional vice-presidents) D. P. Woodley, F.R.|., Saskatoon (Sask.); Howard Delano, 
Halifax (N.S. & Newfoundland); Hugh McKeown, Ottawa (Ont.); Russ Simonite, 
F.R.1., Winnipeg (Man.); Ernie Willis, Moncton (N.B. & P.E.I.); Kevin Davis, F.R.I. 
(Que.); and Fred Philps, New Westminster (B.C.). Not shown are: Herbert R. 
Fullerton, F.R.!., past-president; G. L. Coward, Lethbridge (Alta.) and H. W. Follows, 
Executive Secretary. Offices are effective January Ist, 1962. 
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Convention Photos Continued— 





OFFICERS OF THE CANADIAN CHAPTER of F.1.A.B.C.1. (The International Federa- 
tion of Real Estate Boards) are shown immediately after election of new slate of 
officers for 1962. Left to right: B. E. Willoughby, F.R.I., Toronto, Director; J. K. 


Atonovitch, F.R.I., Winnipeg, Director; 


Bert Katz, Ottawa, 


International vice- 


president and retiring president, Canadian Chapter; Maurice Read, Berkeley, Calif., 
president of the American Chapter; W. Hugh Shortill, F.R.I., Toronto, president; 
Clifford W. Rogers, F.R.I., Toronto, Director; Gerald Black, Toronto, vice-president; 
Peter Langer, Toronto, Director. Not shown: Mladen, Zorkin, Nanaimo, Director; 


and H. W. Follows, Toronto, Secretary. 





THE HONORABLE HOWARD C. GREEN, Q.C., M.P., Secretary of State for External 
Affairs was guest speaker at the 18th Annual CAREB Convention held at Banff, 


Alberta, September 4th to 8th. He is shown here with Mrs. Green and President 
Fullerton. 


DON KOYL TO SUCCEED BERT 
WILLOUGHBY AS C.LR. PRESIDENT 


Donald H. Koyl, F.R.I., of Saska- 
toon, has been elected president of the 
Canadian Institute of Realtors for the 
year 1962. He succeeds Mr. B. E. 
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Willoughby, F.R.I., of Toronto. 
Elected vice-president was Mr. J. 

A. Lowden, F.R.I., of Montreal. Both 

Mr. Koyl and Mr. Lowden are past- 


presidents of the Canadian Associa- 
tion of Real Estate Boards and their 
provincial real estate boards. 

Members of the Institute’s Govern- 
ing Council elected for a three year 
term commencing in January were K. 
S. Raven, F.R.I., Kingston, Ont., Pre- 
sident of the Ontario Association of 
Real Estate Boards; Raymond Bosley, 
F.R.I., Toronto, past-president of 
Toronto Real Estate Board; John L. 
Boultbee, F.R.I., Vancouver, a Direc- 
tor of the Vancouver Real Estate 
Board; Kennett I, Lyle, F.R.I., Cal- 
gary, Past-president, C.A.R.E.B. and 
founding President of the Alberta 
Real Estate Association and B. D. 
Baily, F.R.I., Montreal, Chairman, 
Montreal Chapter, C.I.R. 

C.I.R., the educational affiliate of 
C.A.R.E.B., elects one-third of its 
fifteen-member Governing Council 
each year. 


C.LR. Membership 
Increased To 400 


Membership ranks in the Canadian 
Institute of Realtors have been 
swelled by 63 when this number were 
accepted into membership at the 
annual CAREB convention held in 
Banff, September 4th to 8th. 


The Canadian Institute of Realtors 
is the educational affiliate of the 
Canadian Association of Real Estate 
Boards. 

There are now over 400 accredited 
members of this professional group in 
Canada. Applicants for membership 
must have the following qualifica- 
tions: 

F.R.I. (Fellow of the Realtors Institute) 

1. Be a graduate of the C.I.R. 3-year 
course. 

2. Be over 30 years of age. 

3. Have at least five years real estate 
experience. 

4. Have the necessary character back- 
ground. 

A.R.I. (Associate of the Realtors Inst.) 

The same as one and four shown 
above. The only difference between 
F.R.I. and A.R.I. being that applicant 
can be under thirty and have no 
minimum number of years in the real 
estate business. 

When an A.R.I. has accumulated 
the necessary five years experience 
and has reacied the age of 30, he 
may apply for his F.R.I. 

Those accepted into membership are 
as follows: 


ALBERTA 
From Calgary: 
Mrs. Gladys Coristine, F.R.I. 


Maurice Crystal, F.R.1. 
Hardie G. Deforest, F.R.I. 
W. E. Dickson, F.R.I. 
Gerald E. Gale, F.R.I. 

S. E. Hornberger, F.R.I. 
William I. Hughes, F.R.I. 
Cyril Joffe, F.R.I. 

W. Frank Johns, F.R.I. 
William N. Jones, F.R.I. 
Wilfred H. Westwood, F.R.I. 
Romain L. Klaasen, A.R.I. 
Allan D. MacDonald, A.R.I. 
Elbert F. MacLean, A.R.I. 
John G. Toole, A.R.I. 
Edmonton 

Theodore H. Dale, F.R.I. 
E. Bruce Graham, F.R.I. 
Neis Greidanus, F.R.I. 
Stuart G. McA ffee, F.R.I. 
R. B. MacMillan, F.R.I. 
Howard L. Molstad, F.R.I. 
R. K. Stewart, F.R.I. 
Donald R. Leard, A.R.I. 
D.N. Liteplo, A.R.I. 
Arnold B. Smith, A.R.I. 

N. S. Runka, A.R.I. 
George A. Stott, A.R.I. 


BRITISH COLUMBIA 


Duncan 

Ronald F.. Moore, F.R.I. 
Vancouver 

V. H. Hargreaves, F.R.I. 
Victoria 

Maurice E. Braithwaite, F.R.I. 


MANITOBA 
Winnipeg 


Richard C. Baxter, F.R.I. 
SASKATCHEWAN 


Moose Jaw 
Robert H. McRitchie, A.R.I. 


QUEBEC 
Montreal 


Robert Eklove, F.R.I. 
Henry Joseph, F.R.I. 
Quebec City 

Kevin Davis, F.R.I. 


ONTARIO 
Niagara Falls 
J. D. H. Mackenzie, A.R.I. 
Peterborough 
James C. McLenaghan, A.R.I. 
Pickering 
A. S. Allerton, A.R.I. 
Port Credit 
Bruce B. Wilkinson, A.R.I. 
Sault Ste. Marie 
Patrick L. Belec, F.R.I. 
Ottawa 
John M. Clarke, F.R.I. 
‘L. A. P. Bolahood, F.R.I. 
Thornhill 
Wilfred G. White, F.R.I. 
Kitchener 
Abram Wiebe, F.R.I. 
Kingston 
Howard H. Gomery, F.R.I. 
Hamilton 
Gordon C. Spenceley, F’.R.I. 


CANADIAN REALTOR— OCTOBER, 1961 


Toronto 

Mrs. Shirley Brunke, F.R.I. 
William G. Durst, F.R.I. 
G. M. Ewins, F.R.I. 
Kenneth Finlayson, F.R.I. 
Edward Harwood, F.R.I. 
Harold F. Keffer, F.R.I. 
Casper Koffler, F.R.I. 
Donald E. King, F.R.I. 
Donald H. LePage, F.R.I. 
A. E. Moss, F.R.I. 
Kenneth Philp, F.R.I. 
Bruce C. Roulet, F.R.I. 
Harry J. G. Snoek, F.R.I. 


Ronald D. Sutherland, F.R.I. 
Lloyd D. Thornton, F.R.I. 
Beverley V. Welsh, F.R.I. 
Clarence Binns, A.R_I. 

Eric Steiner, A.R.I. 

In addition to the above new regis- 
trations, the following former asso- 
ciate members have been admitted to 
full membership: F. H. Meyer, F.R.I., 
Minneapolis (formerly Fort William) ; 
L. Potechin, F.RJI., Ottawa; B. 
Blacher, F.RJI., Ottawa; V. W. 
O’Connor, F.R.I., Lindsay and P. A. 
Turner, F.R.I., Saskatoon. 





“GOLD RUSH” WINNERS 


13 LEADERS 60-day 90-day 
(OVER 300 POINTS) LISTINGS LISTINGS 
Ted Kostuch 39.5 142 
Aloi Bros. Ltd. 

M. Sconzia 39 125.5 
Mann & Martel Ltd. 

B. Lissog 38.5 31.5 
Mann & Martel Ltd. 

J. Macri 4 42 
Mann & Martel Ltd. 

A. Chilvers 14.5 16 
City Wide Real Estate 

J. A. MacDonald 6.5 26.5 
Parkview Realty 

L. Belli 8.5 16 
Newman & Newman 

T. Cutulle 28.5 21 
Aloi Bros. Ltd. 

W. Williams $3 17.5 
Mann & Martel Ltd. 

F. Leone 19.5 35.5 
Mann & Martel Ltd. 

J. Marsala 19.5 9.5 
Mann & Martel Ltd. 

F. Merigliano 38 9 
Louis Roy Realty 

W. Karpinski 26.5 29 


ALO! Bros. Ltd. 


a 
16.5 11.5 1257 
10.5 12.5 1118 
14 7 525 

9 11 492 
13 24 456 
7.5 17 415 
10.5 16.5 379 
6 5.5 343 
11.5 11.5 337 
3.5 1 329 
10 10.5 320 
3.5 7 304 
2.5 0 300 


The above were top salesmen in the Toronto Board’s “Gold Rush” Photo Co-op 
Listing-Sales Contest. Prizes totalled 225 gold sovereigns (approx. $10 each). 
Top prize was 28 sovereigns, won by Ted Kostuch of Aloi Bros. Ltd. 





COVER PHOTO 


A unique architectural experiment 
is being built in Ottawa. Camston 
Ltd. are constructing a _ twin-tower 
office-apartment building arising 
from a 26,000 sq. ft. one-floor base. 
The building was designed by Toronto 
architects Crang & Boake. 

One unit will be five-storeys and 
will contain air-conditioned offices 
each featuring acoustic panel ceilings 


and recessed lighting. 

The apartment unit will rise ten 
storeys and contain 90 bachelor and 
one bedroom apartments, each air- 
conditioned with balconies. Parking 
facilities are being planned for the 
main roof and underground. 

The $4 million project will take 
one whole block of Metcalfe Street 
between Cooper and Somerset. 


@ Every man’s nose will not make a shoehorn. Let us leave the world as it is. 


—Cervantes 
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LISTING & COMMISSION 


AGREEMENT 


By N. H. Karal, B.Sc. 


Neil Harry Karal graduated from the University of Manitoba in 
Chemistry (1944), then decided that Law should be his career. He enrolled 
at Osgoode Hall for studies in Law and graduated in 1949. He is a 
partner in the Toronto firm of Karal and Bergart which specializes in Real 
Estate and Commercial Law. 


A political economist once said 
“Knowledge is the only instrument 
of production that is not subject to 
diminishing returns”. Most realtors 
are proficient instruments of pro- 
duction because they possess. the 
knowledge necessary to provide good 
service to the public. However, in 
order to avoid diminishing returns, 
realtors must also have sufficient 
knowledge to assure payment for 
their services. This article is in- 
tended to stimulate some thinking 
along the latter path. 


Seven of the 10 Canadian pro- 
vinces have legislation pertaining to 
licensing and regulation of Real 
Estate brokers. Since the various 
provincial acts differ considerably in 
their content (some acts contain no 


provisions relative to the brokers’ 


right to commence an action for com- 
mission), this presentation will be 
based primarily on the statute and 
common law of Ontario. (Ed’s note: 
Although the author makes reference 
to the Ontario Act, readers from other 
provinces should be able to extract 
enough pertinent information to make 
the reading of the entire article worth- 
while.) 

Section 40 of The Real Estate and 
Business Broker’s Act, R.S.O. 1960, 
reads as follows: 

“Subject to Section 50, no action 
shall be brought to charge any person 
for the payment of a commission or 
other remuneration for the sale, pur- 
chase, exchange or leasing of real 
estate, 


(a) unless the agreement upon 
which the action is brought is in 
writing and signed by the party to 
be charged therewith or some 
person thereunto by him lawfully 
authorized; or 


(b) unless the broker or his 
salesman has obtained an offer in 


14 


writing that is accepted; or 
(c) unless the broker having 
been authorized in writing to list 
the property, 
(i) shows the property to the 
purchaser, or 
(ii) introduces the purchaser 
to the vendor for the purpose of 
d@scussing — the 
purchase, exchange or leasing.” 

(Section 50 prohibits a real estate 
broker or salesman from inducing a 
breach of contract or from claiming 
commission where he has knowledge 
of an unexpired exclusive listing 
agreement with another broker.) 

No general rules can be laid down 
relative to the rights of the agent 
under commission contracts. The 
courts have held that each case de- 
pends on the exact terms of the con- 
tract in question. The following 
resumé will, however, be some guide 
to real estate agents in determining 
these rights. The principles stated 
are not to be considered as dogmatic, 
since every court decision turns upon 
the circumstances peculiar to that 
case. 


proposed sale, 


LISTING AGREEMENTS. 


1. Where a person lists property for 
sale and later it appears that he had 
ne authority to do so—as for ex- 
ample one of three Executors of an 
estate — the broker is entitled to rely 
on that person’s implied warranty of 
authority and would therefore have 
the right to collect damages. 

2. Unless agreed to in writing by 
the vendor, the broker is not entitled 
to commission if real estate is, to his 
knowledge, covered by an unexpired 
exclusive listing agreement with an- 
other broker. Section 50 (2). 

3. A listing agreement is not valid 
unless it contains a specified expiry 
date. Section 53 (2) (a). The actual 
date need not be stipulated as long 


as it can be clearly ascertained, e.g. 
“shall expire 60 days after this date.” 
4. A listing agreement is not valid 
if it contains more than one expiry 
date, e.g. “exclusive authority until 
October 30th, 1961, and thereafter 
until terminated by 10 days notice in 
writing, and in any event to expire 
automatically 60 days after October 
30th, 1961” Section 53 (2) (b). 

However, it has been held that an 
agreement to pay commission with 
the insertion of an overholding clause 
such as “on any sale to a purchaser 
introduced by the agent during the 
currency of the agreement, if such 
sale is effected within 90 days after 
its expiry”, does not contravene this 
section and the broker can collect 
commission. 


5. A listing agreement is not valid 
unless a true copy is delivered by the 
broker or his salesman to the other 
party immediately after its execution. 
Section 53 (2) (c). 


Where a vendor signed an acknow- 
ledgment that he had received a true 
copy, but his copy was so illegible in 
material parts that it could not be 
read, it was held that the listing 
agreement was not valid. 

6. If a listing agreement provides 
that the vendor will pay commission 
for “procuring an offer” or “for find- 
ing a buyer ready, willing and able 
to consummate a sale during the said 
term”, he will be liable for commis- 
sion if the broker can present an 
offer in exact accordance with the 
terms of the listing whether vendor 
accepts the offer or not. 

7. (a) If a listing agreement pro- 
vides for commission “on any sale 
effected during the currency of this 
listing”, the broker cannot claim com- 
mission if the vendor refuses to 


—_ 


accept the offer, even if the terms are 
in accordance with the listing. 

(b) Nor can the agent collect com- 
mission if — after the listing expires 
—the vendor sells to a purchaser 
introduced by the broker during the 
currency of the listing. 

(c) Where, during the currency 

of the listing, the agent prepared 
several offers from the same _ pur- 
chaser, but after the listing expired, 
the vendor prepared a new offer with 
slightly different terms, which was 
executed by vendor and purchaser, it 
was held that the agent is not en- 
titled to commission. 
8. If a listing agreement merely 
appoints a broker “as sole agent” for 
effecting a sale, this would not prevent 
the vendor from selling his own pro- 
perty; but if the words “exclusive 
authority to sell” or “on any sale 
effected during the currency of the 
authority, from any source whatso- 
ever” are used, the agent is entitled 
to commission or damages no matter 
who sells the property. This includes 
a sale by the vendor himself withou! 
the assistance from the agent. 


RIGHT TO COMPENSATION 
WHERE OFFER ACCEPTED 
BY VENDOR. 


1. Where the commission agreemeni: 
on an offer accepted by the vendor 
states “in consideration of his services 
in procuring the above offer, I agree 
to pay him a commission of —% 
and I hereby authorize the agent to 
deduct from the deposit the said com- 
mission,” the agent is entitled to com- 
mission notwithstanding that the 
transaction was not completed. The 
same result would follow where, “for 
procuring an offer, the commission is 
to be paid on the date fixed for com- 
pletion.” 

2. Where the commission agreement 
reads “in consideration of procuring 
an offer ...I1 agree to pay... on 
the date of closing,” and the trans- 
action is not completed, the agent is 
not entitled to commission, because 
the date of closing never arrived. 

3. Where the commission agreement 
on an offer which is accepted by the 
vendor states “I hereby promise to 
pay a commission of 5% on the above 
sale price,” since no condition is 
attached, the agent is entitled to com- 
mission whether the sale is completed 
or not. A contrary result would 
follow if commission was to be paid 
“out of the sale price”. 

4. Where the listing agreement 
stipulates that commission is to be 
paid “if the broker finds a buyer 
ready, willing and able to consum- 
mate a sale during the said term” 


CANADIAN REALTOR — OCTOBER, 1961 


and the broker obtains an offer which 
is accepted by the vendor, the broker 
is entitled to commission if the trans- 
action does not close due to the 
default of the vendor. 

If the purchaser defaults, however, 
no commission is payable. If the offer 
contains conditions for the protection 
of the purchaser, and they cannot be 
fulfilled, no commission is payable 
since obviously, the purchaser is not 
“ready or willing” to consummate the 
sale. 

5. If the vendor, in accepting an 
offer, inserts in the commission 
agreement “commission to be paid 
only on completion of transaction” or 
similar words, such as “commission to 
be paid only if the sale goes through”, 
and no objection to this insertion is 
raised by the agent, then the agent 
is not entitled to commission if the 
transaction is not completed. This 
principle prevails even where the 
vendor is in default. 

6. However, where vendor promises 
by a listing agreement to pay for 
“procuring an offer” or “on any sale 
effected” and the agent obtains an 
offer which the vendor accepts, the 
vendor has no right to insert the 
words “commission payable only on 
closing”. If such a condition is in- 
serted by the vendor and the broker 
or his salesman have not specifically 
agreed to it, the broker should im- 
mediately write to the vendor, advis- 
ing him that he does not accept this 
condition precedent to the payment of 
commission. 

7. Where the wording of a listing or 
commission agreement is ambiguous, 
the courts have a tendency to hold 
that the agent is not entitled to com- 
mission unless the transaction is com- 
pleted. In some cases though, the 
agent may be able to recover an un- 
determined amount on _ what is 
termed a “Quantum Meruit” basis, 
where the agent has expended con- 
siderable time and out of pocket ex- 
penses in an effort to facilitate the 
completion of a _ transaction, even 
though his efforts are not successful. 


DEPOSITS. 


1. By virtue of the Ontario Act, a 
deposit — when paid to a real estate 
broker —is held in trust for both 
the vendor and the purchaser pending 
completion or other termination of 
the contract. 

2. Where a transaction is not com- 
pleted due to default of the pur- 
chaser, and assuming that the agent 
is nevertheless entitled to commission 
under such circumstances, or where 
the transaction is in fact completed, 
the agent may assert a lien against 


the deposit and deduct his commis- 
sion prior to paying the balance of 
the deposit to the vendor. 

3. Where, (as is usual) the vendor 
is responsible for payment of com- 
mission, and the transaction is not 
completed due to vendor’s default, the 
agent is not entitled to claim a lien 
against the deposit, but must return 
it to the purchaser. He may then 
commence an action against the ven- 
dor, if he is entitled to commission 
under such circumstances. _ 

4, The agent’s main difficulty lies in 
establishing who was in default, the 
vendor or the purchaser. Each party 
to the transaction may claim the 
deposit, contending that the other 
party was in default. If the issue 
cannot be resolved, and the agent 
believes that he may be entitled to 
commission, he should retain the 
deposit until a court determines the 
issue —even though the agent may 
be obliged to pay some court costs. 
Where the agent is clearly not en- 
titled to commission and both parties 
claim the deposit he should avoid 
court costs by paying the deposit into 
court as soon as an action is com- 
menced by one of the parties to the 


transaction. 
* * oe 





The above outline will, I hope, 
serve to emphasize how crucial the 
wording of a listing or commission 
agreement can be. Collection of a 
very large commission may hinge on 
a single word. Realtors and _ local 
boards are well advised to review 
their forms periodically, in consulta- 
tion with their solicitors. By ensuring 
that they receive proper compensation 
for their services, Realtors serve not 
only themselves but the public; for it 
is in the public interest to deal with 
brokers who—in addition to being 
competent — are also financially 
secure, 


The largest measure scientists use is 
the parsec — 19,160,000,000,000 
miles. The smallest is the Angstron 
unit — 1/254,900,000th of an inch! 





Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 
517 Hamilton St., Vancouver, B.C. 
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FAULTY 
COMMUNICATIONS 


The following two articles were taken from the N.AREB. 
newsletter. The results of the surveys are so startling, yet 
so self-explaining, we need make no further comment. 


PART I 


When business is not so good, and salesmen are com- 
plaining about lack of prospects, you naturally want 
want to find out why. 

Realtor Robert F. Smith, Indianapolis, Ind., did and 
turned up some interesting facts and corrective measures. 

He conducted an experiment that gave him some 
startling answers, and quickly brought an end to com- 
plaints by his salesmen —and how! 

Mr. Smith tells the story this way: “I employed two 
temporary secretaries whose voices would not be recog- 
nized on the telephone. I gave one of the girls a list of 
salespeople to call, and a listing card on the best 
property each salesman was advertising. 

“She was told to call as a prospect and ask the usual 
questions about the property. She scored each salesman 
on the basis of correct information he gave. 

“The second girl, on an extension phone, took down 
both questions and answers in shorthand. Meanwhile, I 
merely listened, and was amazed at what I heard. The 
answers ranged from reasonably correct to ridiculous. 

All 10 of the salespeople called were unable to give 
complete answers to all questions, and all failed to get 
complete information on the prospect. 

Two salesmen got the name but no phone number or 
address; two offered no help to find a more suitable 
property; the answers of nine of them were regarded as 
indifferent or rude; seven made no attempt to get the 
name, phone number, or to offer service to the prospect, 
and seven told the prospect to “call me back.” 

Out of a possible 120 points (one for each item of 
information on the listing card, and 20 for each name 
and telephone number) the salespeople averaged less than 
60,” Realtor Smith reports. 

“When the results of these calls were read at a sales 
meeting, and each conversation repeated verbatim, they 
were shocked, to say the least. Each salesman remem- 
bering the call said our report of it was accurate. 

“It shows the lack of attention to detail of which we 
are all guilty to some degree,” Mr. Smith concludes. 
“Needless to say, there has been drastic improvement in 
this regard since my experiment was discussed in the 
office, and in private with each salesman.” 

A similar project might lead to beneficial results in your 
business. 

PART Il 

The telephone is an important tool, and the way in 
which you use it can either build up or tear down your 
public relations. 

Friendly, efficient, helpful service should be the dom- 
inant factor on all calls received at your office. 

The Ohio Realtor reported these results from survey 
calls made to 20 Realtors: 

In three cases the telephone was unanswered. 

Four offices did not identify themselves. 

Two secretaries stated that the Realtor was not in 
and they didn’t know when he would return. Only a 
half-hearted effort was made to get the caller’s name and 
telephone number. 

Two offices took the caller’s name and number, but 
no return call was made. 
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Telephone manners are highly important. Rather than 
a plain “Who’s calling?” the secretary should say, “May 
I tell Mr. Jones who is calling?” the article in the Ohio 
publication suggests. 

A San Francisco real estate investor offered some tele- 
phone advice to the San Francisco Real Estate Board 
recently. 

He said he receives an average of two calls a day 
wanting to know if he would like to sell any of his 
holdings. He does not object to this method of getting 
sales leads but pointed out that many messages left for 
him give no explanation of the purpose of the calls, only 
the name of the person calling. 

Since he is frequently out on business, he often must 
search for a telephone booth to return his calls promptly. 

Realtors should leave not only their name but also 
their company affiliation and the purpose of the calls, 
this investor suggests. 

Your telephone manners can either win business for 
you — or chase it away. 





; : Beis 


SECRETARIES COUNCIL OF CAREB has elected its new slate 
of officers — effective January Ist, 1962. Reading from 
left to right are: Fred Staunton, Toronto; Walt Bennett, 
Westminster County; Jane McLean, F.R.I., Ottawa, retiring 
president; Bill King, Saskatoon, president-elect; Harry 
Budgel!, Winnipeg and Bette Cheevers, St. Catharines, vice- 
president. Messrs. Staunton, Bennett and Budgell will serve 
as directors. There are 40 secretaries in the council. Elections 
were held during the Banff Convention. 


“Flimson’s doing a good job 
of pushing ranch-styles!” 


Letters To The Editor 


@ We thank both Mr. George Lenz (whose letter appears 
below) and Mr. George Janzen of Select Home Realty, 
Winnipeg, for sending us translations to a letter published in 
German in our August Realtor. 


KOLN 7, Postfach 41 
Breitestrasse 141—RUF 217063 
Postscheck K6ln 1219 


Deutsche Bank AG. K6ln 126871 
An den 


Canadian Realtor 
20 Eglinton East 
Toronto 12 (Canada) 

27. Juni 1961 
Betreff: Zeitschrift “the Canadian Realtor” 
Sehr geehrte Herren! 
Wir bitten Sie hoflich um Ubersendung der oben genannten 
Zeitschrift Nr. Marz, April und Mai 1960 sowie eines 
Inhaltsverzeichnisses fiir 1960 und einer Einbanddecke 
1960. 


Fiir baldige Erledigung waren wir Ihnen sehr dankbar! 


Mit vorziiglicher Hochachtung 
RING DEUTSCHER MAKLER e. V. 
Die Geschaftsstelle 


i. A. (Bischoff ) 
TRANSLATION 
Cologne 7, P.O. Box 41 
Breitestrasse 141. Ph. 217063 
Post-office Savings Bank Cologne 1219 
German Bank Joint-Stock Co. 
Cologne 126871 

To 


The Canadian Realtor 
20 Eglinton East 
Toronto 12, Canada 
June 27, 1961 
Re. Periodical Magazine “The Canadian Realtor” 
Most Honoured Gentlemen: 

Please be kind enough to send us the March, April and 
May 1960 issues of the above mentioned monthly. We 
would also request a table of contents for 1960 plus a 
binder. 

We would be grateful for prompt attention to our 
request. 

Yours very truly, 
German Realtor Association 
Head Office 
signed, (Bischoff) 
(I hope that this translation will help to bring us closer 
to our German Realtor friends). 
Yours truly, 
George Lenz 
Talbot Realty Ltd. 
874 Main Street, Winnipeg. 


CAREB RESOLUTIONS 


RESOLUTION No. 1 — Low Rental Housing 


WHEREAS the Canadian Association of Real Estate 
Boards believes that good rental accommodation 
should be brought within the financial reach of all 
Canadians who desire good housing accommodation 
and, 

WHEREAS the provision of such rental accommodation 
would encourage the owners of substandard rental 
accommodation to repair, renovate, or demolish sub- 
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standard accommodation and, 

WHEREAS the Canadian Association of Real Estate 
Boards believes that these objectives are reached 
readily and economically through the erection of full 
recovery, low rental housing accommodation under 
the National Housing Act, 

THEREFORE BE IT RESOLVED that the Canadian 
Association of Real Estate Boards endorse the erec- 
tion of low rental housing accommodation under the 
National Housing Act which are administered on a 
full recovery basis, and deplores the erection of this 
accommodation on a subsidized basis. The Canadian 
Association of Real Estate Boards urges Provincial 
Governments and Local Authorities to pursue the 
creation of low rental housing accommodation only 
on a full recovery and non-subsidized basis. 

* * « 

RESOLUTION No, 2 — “Buy Your Home First” Campaign 

WHEREAS there would appear to be a lack of national 
advertising directed toward the young family in 
Canada emphasizing the importance of home 
ownership, and 

WHEREAS other forms of national advertising in Canada 
encourage the spending of the young family’s dollars 
in other directions, and 

WHEREAS the forecast of a greatly increased marriage 
rate in the 1960’s implies an eventual increased 
birth rate which will result in an unusually high net 
family formation rate and will produce a tremendous 
potential market of “First Time Owners”, and 

WHEREAS it is in the interest of this Association that 
the importance of “buying a home first” be impressed 
upon this tremendous potential market, and 

WHEREAS this Association feels that the best method of 
accomplishing the foregoing is at the Provincial 
Association and Local Board level, 

THEREFORE BE IT RESOLVED that the Canadian 
Association of Real Estate Boards, Provincial Asso- 
ciations and Local Boards do actively promote a “Buy 
Your Home First” campaign during the coming year. 

* ” * 


RESOLUTION No. 3 — Home Improvement Loans 

WHEREAS there is an increasing need for renewal of 
the older parts of Canada’s major cities which today 
are not yielding the full potential municipal tax 
revenues because of deterioration of properties and 
their assessed values, and 

WHEREAS many of those areas could be rehabilitated 
without the direct costs to taxpayers and government 
intervention necessary for Urban Renewal Projects, 
and 

WHEREAS there is also at present a need for stimula- 
tion of the building and construction industries, and 

WHEREAS there is an even more urgent need to provide 
employment during the winter months, and 

WHEREAS the present limit of $4,000 available for Home 
Improvement Loans is often not sufficient to cover 
the cost of rehabilitating structurally sound but 
functionally obsolescent older homes, or for substan- 
tial additions to smaller homes constructed in the 
immediate post-war period, and 

WHEREAS the repayment terms of $21. per month per 
$1,000 of loan are too heavy a burden to be assumed 
by the average home owner since it is usually over 
and above the cost of carrying a substantial first 
mortgage, 

THEREFORE BE IT RESOLVED that the maximum 
amount of Home Improvement Loan obtainable under 
the National Housing Act be increased to $8,000, 
and the rate of repayment be changed to provide 
for a maximum fifteen year amortization term. 
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SASKATOON BOARD HOLDS HIGH SCHOOL ESSAY CONTEST 


“Real Estate As A Vocation’ 


by Louise Bolton 


(Top Essayist ) 


Why do men and women choose 
real estate as a vocation? Is it the 
attractive income and the lenient 
timetable, or are there deeper reasons? 
Let’s have a look at the qualities that 
make a successful Realtor. 

Higher education is not a prere- 
quisite to success in this field, but it 
may help to get a good start. Some 
of the best salesmen in real estate 
have had previous experience in sell- 
ing. The individual learns mainly 
through service training. At first he 
may be accompanied by an experi- 
enced salesman, and too, many Real 
Estate Boards make it compulsory to 
take a course on real estate. Informa- 
tive books, magazines and pamphlets 
can broaden the knowledge of a Real- 
tor, and it is the duty of the Educa- 
tion Committee of the Real Estate 
Board to circulate information on 
real estate to its members, and to 
provide lectures of interest. 


Attendance at conferences also 
broaden one’s knowledge. This often 
gives a bird’s eye view of new tech- 
niques and their effectiveness. Here, 
too, you can avoid making mistakes 
by familiarity with the problems that 
confront other agencies. 

This is not the end to a Realtor’s 
education, for many aspects of train- 
ing are more specialized. He must 
know how to draw up contracts, their 
legal implications; how to check on 
mortgages and property titles. Ap- 
praisal and evaluation of property 
are very important. When appraising 
property the Realtor must consider 
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physical conditions, both inside and 
outside the house. Lanes at one side 
thoroughfares; 
availability to 


of a house; busy 


drainage; school, 





ae 
ope 
The author, Miss Louise Bolton, is 
a local high school student who was 
awarded the Saskatoon Real Estate 
Board’s annual scholarship of $100 
for the best essay on Real Estate as a 
Vocation. Her academic standing and 
character were also instrumental in 
helping her attain this award. 


church and shopping centre; and the 
attractiveness of neighbouring homes 
all affect the value of property. 
Quality and design are important 
factors as well, since buyers are more 
likely to be attracted to a house that 
is well constructed and _ tastefully 
designed, 

After the appraisal has been made, 
the Realtor evaluates the property. 
Any Realtor could evaluate incor- 
rectly, but experience increases accur- 


acy. He is able to advise vendors 
wisely and help them come to wise 
decisions of mutual benefit to them- 
selves and the agent. 


A Realtor must be mature. No one 
wants to put their life’s savings into 
the hands of an irresponsible person. 
Although he must be energetic and 
ambitious, he must also be tactful 
and let the prospect see things for 
himself. Often it is the salesman’s 
approach and personality that will 
make or break a sale. Honesty and 
integrity will be sensed by others. 
Attention to the customer before and 
after the sale is vital. The Realtor 
who can see things from his client’s 
viewpoint will probably advance 
quickly. Initiative and originality add 
to the success of a Realtor — for 
hackneyed advertising does not arouse 
a prospect’s interest. It has been 
said that “Advertising is a Sales- 
man in print.” Above all, a Realtor 
must understand and enjoy working 
with people. He must be able to speak 
clearly and forcefully. 





Buying and selling on a commission 
basis offers many opportunities in real 
estate. Generally, the rate is 5% of 
the total selling price, but the rate 
for Multiple Listing usually is 6% 
of the total selling price. Of course, 
this is not clear profit since all the 
salesman’s expenses come out of his 
commission. Residential and commer- 
cial property are the two main types 
of sales. Open listing, exclusive list- 
ing, and Multiple Listing are used 
to sell residential homes. Multiple 
Listing may be used for commercial 
sales but usually they are given on an 
exclusive listing basis. 

Under an open listing, one or more 
agencies or the vendor may sell a 
home. This is not the most desirable 
way to sell, as dissension can easily 
arise among the agencies and the 
vendor. 

Exclusive listing covers sales where 
the vendor gives one agency the ex- 
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clusive right to sell his house. This, 
however, imposes a great responsi- 
bility on the agency. 


Multiple Listing is the most popular 
and effective method. Here, the Broker 
turns the listing over to the Real 
Estate Board where it is made avail- 
able to all member firms. The Broker 
still has the exclusive right to adver- 
tise. Some Boards insist that. he in- 
clude the Multiple Listing number. 
Other Realtors merely use the infor- 
mation in dealing personally with 
prospective customers, 

* * ~ 

There are many opportunities tu 
buy and renovate old houses and to 
rent buildings. This is usually super- 
vised by the Property Management 
Department of a firm which is respon- 
sible for obtaining tenants and collect- 
ing rents. The property Manager is 
responsible for maintenance and re- 
pair of buildings and houses owned or 
leased by a Real Estate firm. He 
advises on space economy and sets 
out the pros and cons of building reno- 
vation. He must be acquainted with 
recent trends of growth and develop- 
ment in whatever city he may be in. 
These statistics and vision allow him 
to make long-range plans. As you 
can see, the opportunities are numer- 
our and provide a demanding but in- 
teresting career. 

* * - 

The Real Estate Board is the nerve 
center of the organization. Member- 
ship in a Real Estate Board is volun- 
tary. Non-members are not allowed 
to take advantage of the services of 
the Board unless otherwise specified. 
The Board of Directors is comprised 
of a pre-determined number of mem- 
bers. These usually consist of a presi- 
dent, vice-president and _ secretary- 
treasurer plus directors and in the 
larger Boards an Executive Secretary 
plus some standing committees. How- 
ever, I believe the two main services 
of a Board are Multiple Listing and 
Education. 

* * 7 

Advantages associated with real 
estate are independence of the in- 
dividual and financial return. A good 
salesman can earn between eight to 
ten thousand dollars a year. There 
are no rigid working hours, and al- 
though he has no fixed income, an 
ambitious salesman or agent can 
make a very good income. In addi- 
tion, a Realtor may specialize in a 
particular phase and become inval- 
uable to a firm. 


Real Estate also gives a person a 
chance to study human nature, and 
develop abilities that will carry over 
into other spheres of life. For ex- 
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ample, in social life a Realtor will 
feel at ease with people, and he will 
be able to express himself clearly. 

Like every other vocation, real 
estate does have disadvantages, In- 
come depends on economic conditions 
and markets. A pension fund or other 
fringe benefits must usually be pro- 
vided out of one’s own earnings. 
Often, the salesman must work at 
night or during his holidays. 

However, for the person who enjoys 
selling real estate, the advantages far 
outweigh the disadvantages. Mone- 
tary returns compare well with those 
of other vocations, and real estate 
is rapidly coming to be acknowledged 
as a profession. Already Real Estate 
Boards are organized on local, pro- 
vincial and national levels. The 
various Real Estate Agents Licensing 
Acts is another sign that Real Estate 
is on the verge of becoming a pro- 
fession. It is like any other endeavour, 
you only receive from it what you 
put into it. 


MANAGEMENT — 


Continued from page 4 


on problems brought before the com- 
mittee. This committee consists of all 
following organizational positions and 
others as appointed by the Executive 
Vice President. 

On the chart, the Executive Vice 
President is really the man who runs 
the show; has full operating control 
of the company within his desig- 
nated Authorities, Responsibiilties 
and Duties. Written Authorities, 
Responsibilities and Duties should be 
prepared for every position in the 
firm. 

This plan of action to develop the 
foundation on which you build your 
Real Estate Firm may appear to be 
difficult and unwieldly, however, once 
the planning is reduced to writing it 
is very efficient and simple to operate 
from. 


Organizational Detail 


Many firms have failed becaue 
they were founded by successful sales- 
men who did not give proper consider- 
ation to the organizational details. 
Small firms, consisting of two or 
more people, can be a big success if 
properly organized. If you have any 
doubts about the importance of 
proper organization ask the success- 
ful businessman. 

Responsibility is the work each per- 
son is accountable for. Responsibiilty 
means the work may be delegated to 
another. Responsibility is seeing that 
a job gets done, The person charged 
with the responsibility must account 





for the performance of the duties. 

Duties are specific jobs which cannot 

be delegated to anyone else. Duties 

are the performance of a specific job. 
x a * 


Everyone in a management capa- 
city should direct his attention 
towards exceptions to a planned 
routine. The success of a manager 
then depends on his ability to exer- 
cise individual judgment. 

Co-operation and co-ordination are 
essential. This can best be accomp- 
lished by arranging the positions of 
your firm into an _ organizational 
chart. This will show at a glance the 
chain of command. 

The organizational chart should be 
constructed without reference to par- 
ticular individuals. It should show 
clearly the place of each function and 
sub-function and their place in the 
organization. The chart should allow 
for expansion of the firm, eliminating 
any necessity of re-drafting. 

One person may _ simultaneously 
hold two or more positions but should 
never be accountable to —or receive 
direction from — more than one indi- 
vidual. No one should be allowed to 
go over the head of his immediate 
superior; and no one should be per- 
mitted to give orders to anyone except 
those immediately subordinate to him. 





AN HONORARY LIFE MEMBERSHIP 
certificate is shown here being presented 
by S. J. Campbell, President of the 
Hamilton Board to M. H. Lounsbury a 
charter member of that board. 


Industrial and Commercial 
Properties 
Financing available for 
Selected Enterprises 


W. Clarence Mahon Lid., 


350 Guaranty Trust Bldg. 
REGINA, SASK. 











O. A. R. E. B.- 


Association of 


Real Estate 
Boards 


LEGISLATIVE NOTES 


Several of O.A.R.E.B.’s committees 
have been quite active this past sum- 
mer. They have reviewed and studied 
a large segment of Queen’s Park 
legislation pertaining to real estate 
and have prepared resolutions and 
briefs which have been tendered to 
the various governmental depart- 
ments. 


TAX EXEMPTION: 


Because it is costly in collection, 
unduly cumbersome and vexatious; 
because of uncertainties in appraisal 
and classification — OAREB has for- 
warded a resolution to the Treasurer 
of the Province of Ontario which calls 
for exemption from the new Retail 
Sales Tax Act of property which is 
included in Offers to Purchase. The 
resolution offers several reasons why 
this portion of the Act should be re- 
pealed. Most readers are already 
familiar with these reasons, so no 
further mention need be made here. 


THE ASSESSMENT ACT: 


OAREB’s Legislation and Licence 
Law Committee has submitted a brief 
to the Select Committee of the On- 
tario Legislature, appointed to en- 
quire into and review the Municipal 
Act of the Province and Related Acts 
including the Planning Act. 

The Assessment Act, R.S.O. 1960, 
Chapter 23 requires that properties 
be assessed at actual value. But, as 
there is no common yardstick for 
declaring optimum value for assess- 
ment purposes, Ontario Assessors — 
for the most part — continue to base 
assessments in relation to out of date 
values. 

The recommendation requests that 
a more recent datum line be estab- 
lished and that the wording in the 
Act, which now reads “Actual Value” 
be changed to read “Current Market 
Value”. 
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The O.A.R.E.B. brief also includes 
the following: “We would recommend 
the principle that a new Act should 
be so worded to remove the present 
power of an assessor to over-rule or 
ignore court Under the 
present Act he may do exactly this. 
An Assessment appeal is made to the 
Court of Revision, a County Court 
Judge, or the Ontario Municipal 
Board, (or combinations thereof in 
case of further appeal.) When judg- 
ments, reducing the assessment on a 
property, are handed down and ac- 
cepted by both parties, the assessor 
may raise it back to its former level 
in the preparation of the next roll. 

This we believe is wrong and should 
be corrected by a provision: that 
where an assessment is reduced by 
any of the above mentioned bodies the 
assessor should have no power to in- 
crease such assessment until a period 
of three years has elapsed from the 
time when a court has set the assess- 
ment or, at such time as a next gen- 
eral re-assessment is made (if less 
than three years) save and except 
where additions or changes are made 
to the property. In fact, a new Act 
should be worded, not only to re- 
move his power so to do but to defin- 
itely prohibit his so doing. Similarly, 
an appellant tax payer should be so 
bound to prevent further appeals on 
his part for the same length of time.” 


decisions. 


ASSESSMENT MANUALS: 


The Association, being concerned 
with the fact that assessment manuals 
are either obsolete, cumbersome or 
non-existant (in some municipalities) 
requests that a uniform manual be 
prepared for use in all Ontario Muni- 
cipalities and that all municipalities 
be required to use this manual] in com- 
puting assessments. The manual 
should be of such comprehensive 


Executive Committee: 


K. S. Raven, F.R.I., Kingston, President 

E. B. Fleming, Sault Ste. Marie, Vice-President 
P. H. McKeown, Ottawa, Past-President 

O. K. Teetzel, Secretary, 20 Eglinton E., Toronto 


Regional Directors: 


W. S. Evans, London; A. C. Kilgour, North Bay; 
E. A. Mitchell, F.R.I., Brampton; Lloyd Ran- 
dall, Brantford; W. P. Ristow, Oshawa; R. E. 
Sanderson, Port Credit; C. Gordon Todd, 
Hamilton; A. Wiebe, F.R.I., Kitchener; Roy 
Wymark, Ottawa. 


nature that arbitrary decisions can 
no longer be justified. 
The brief also states: 
“Assessment legislation 
adequate assessment 


requires 
staff properly 
trained and paid. It is requested that 
facilities be made available for the 
training of assessors. If requested, 
this Association—which has been 
training 
years — might be 


conducting professional 
courses for some 
glad to assist.” 

PLANNING ACT: 

The Association endorsed the sub- 
mission of the Ontario Division, 
Urban Development Institute which 
among other things suggested the 
formation of Regional Planning 
Boards which would be responsible 
for preparing an official plan of the 
various Regions. These Regional 
Boards would also deal with draft 
plans of subdivisions and all matters 
of zoning within the region. The 
U.D.I. brief also suggested amend- 
ment to the Planning Act so that: 

i. The respective responsibilities of 
the owner and the Municipality in 
developing land would be codified to 
the greatest possible extent. 

ii. The services required to be in- 
stalled by the developer would be 
limited to those essential for the 
health and safety of the future occu- 
pants of the land. 

vii. The owners responsibility 
would be limited to the providing of 
essential services within the bound- 
aries of the lands to be subdivided, 
except in circumstances where the 
exterior services are inadequate to 
serve the lands and the owner agrees 
to enlarge or extend them to his 
lands. 

iv. If the owner, with the approval 
of the Municipality, provides services 
to or through his lands — of greater 
capacity or depth than necessary to 
serve the same — the municipality 
would be obliged to ascertain the 
area of land to be served and to ap- 
portion the costs therefore over such 
area; and before permitting the use 
of such services by or for such other 
lands, to collect and pay to such 
owner the portion of such costs as 
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shall have been apportioned against 
the lands to be so permitted to use 
such services. 

v. Should the owner be required to 
pay to the Municipality cash levies 
toward the capital cost of providing 
services such as trunk sewers, water 
mains, sewage disposal facilities, etc., 
the monies so paid shall be considered 
@ prepayment of taxes on the lots 
and 1/10th of the amount so prepaid 
with respect to each lot shall be 
credited against the taxes levied 
against the same for the following 
ten years. 

vi. The 5% dedication under Sec- 
tion 26, Subsection No. 5 — (a) would 
be specified to apply only where the 
municipality is in need of lands for 
parks, and that the cash payment in 
lieu thereof under Subsection No. 6 
would be based on the raw land 
value of the lands to be subdivided. 
Funds collected under this Subsection 
would be retained and used exclusively 
for the purchase of lands for parks. 

vii. The owner would be adequately 
compensated for lands taken for road 
widenings. 

O.A.R.E.B. had _ previously for- 
warded a resolution to the Minister 
of Municipal Affairs suggesting: 

(a) — that Planning Boards be en- 
couraged to invite Realtors, nomin- 
ated by their local Real Estate 
Boards, to be members of Planning 
Boards. 

(b) —A minimum of four weeks 
notice for consideration of planning 
and zoning changes be given by Plan- 
ning Authorities; and in addition to 
written notice to owners of proper- 
ties in the area, notice be given to 
the public at large by suitable in- 
sertion in the local newspapers. 

* * * 


The editor wishes to thank E. B. 
Churchill, Research Director of the 
Toronto Real Estate Board for his 
assistance in the preparation of this 
article. 





POLICIES — 
Continued from page 8 


Mr. Fullerton also informed the 
delegates of the long term objectives 
set to establish the vocation of real 
estate as a publicly acknowledged, re- 
spected and honoured profession in 
Canada. 

First —the establishment of strong 
provincial license laws in each 
province to ensure that a high mini- 
mum standard of competence, in- 
tegrity, good conduct and financial 
responsibility is established by law 
for all those in or entering the 
vocation of rea] estate. 
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Secondly —the establishment of real 
estate education by way of degree 
credit courses, diploma courses and 
pre-licensing courses at the univer- 
sity level in each of the provinces 
of Canada. 

Thirdly — the establishment and main- 
tenance of a research program with 
respect to land use, urban develop- 
ment and redevelopment in Canada 
with particular respect to the 
rights of private ownership of real 
property, the welfare of the people 
of Canada and the best interests of 
those engaged in the calling of Real 
Estate. 

Finally —the establishment of a re- 
liable source of useful and current 
real estate statistics — on a 
Canada-wide basis — for the benefit 
of all real estate investors, govern- 
mental bodies and the members of 
CAREB. 


B. E. WILLOUGHBY’S 
C.I.R. REPORT 


While reading his annual report, 
Bert Willoughby, President of the 
Canadian Institute of Realtors, made 
marked reference to three points 
which will greatly assist in “broaden- 
ing the base” of C.I.R. activities in 
future years. 


1. A seminar to be held annually. 
The first to be held commencing 
May 6th, 1962 at the Banff School 
of Fine Arts. This will be a pilot 
experiment open only to a limited 
number of guests. Several inter- 
esting and highly qualified speak- 
ers have been invited. Topics to 
be discussed: (1) The use of cost 
and expense controls in the real 
estate office. (2) The setting up of 
realty investment corporations. 
(3) Leaseholds. (4) Business fore- 
casting. 


2. Permission for the formation of 
local chapters of C.I.R. has been 
given by amending the rules and 
regulations. It is hoped that local 
groups will be formed to assist the 
national body. This, the President 
felt, would become “a spring board 
to more intensified study of real 
estate problems . .. (and) such 
research would add prestige to the 
Institute and C.A.R.E.B. at large.” 


3. Under Past President Murray 
Bosley, a Long Term Planning 
Committee has been formed. One 
of the purposes of this group is 
to examine ways and means of 
assimilating C.I.R. graduates into 


the profession and how they might 
benefit along with the Industry at 
large and the Canadian Associa- 
tion of Real Estate Boards. The 
initial report of this group was 
filed at the Banff convention. 


Profile 


CAREB Regional Vice-President 


for Province of Quebec 





Marcel Audette, S.R.A. 


Mr. Audette has been in one branch 
of the real estate business since 1933 
when he transferred to the Mortgage 
Department of National Trust, Mon- 
treal. He joined that firm in 1929. 

He has been the manager of real 
estate and mortgages in the City of 
Montreal since 1953. Nationa] Trust 
now has three real estate branches in 
the city. 

A fluent bi-linguist, he has worked 
hard at organizing Montreal brokers 
into a cohesive unit. He was one of 
the principals in forming the Mon- 
treal Real Estate Board. He also 
aided in the formation of the Society 
Residential Appraisers and is director 
of the Montreal Chapter. 

Mr. Audette was president of the 
Montreal Real Estate Board in 1958 
(the year CAREB held its annual 
convention in that city) and has been 
regional vice-president of CAREB 
for Quebec for three years. He is a 
director of the Corporation of Real 
Estate Brokers of the Province of 
Quebec, a newly-reorganized provin- 
cial body whose prime target is to 
get a license law enacted. 

Marcel is married and he and his 
lovely wife Jeanne have one daughter 
now in 3rd year Law at the Univer- 
sity of Montreal. 
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THE APPRAISAL 
INSTITUTE OF CANADA 


EXECUTIVE DIRECTOR 
W. N. Mulock 


EAD OFFICE 


213-9 Notre Dame Ave. 
Winnipeg 2, Manitoba 


COURSES AVAILABLE 


22 


The following list of courses being conducted by 
Chapters of the Institute across Canada, conform to 
the National Curriculum of the Appraisal Institute 
and will entitle candidates who pass the required 
examinations to credits toward the Professional 
Appraisers designation “A.A.C.I.” 

Additional 


obtained from the Chapter secretaries or members 


information about courses may be 


responsible for course arrangements. 


NOVA SCOTIA 

HALIFAX-DARTMOUTH 

A Part 1 Review Course, followed by a Part 2 Course 
will be conducted by the Chapter. Arrangements are 
also being made to conduct study groups on advanced 
appraisal problems. For further information contact 
the Chapter Secretary, Mr. W. B. Graham, c/o Roy 
Ltd., Sackville & Granville Sts., Halifax, N.S.; or, Mr. 
R. H. Craig, A.A.C.1., Craig & Vaughan, Rm. 519 Roy 
Bldg., Halifax, N.S. 


QUEBEC 

MONTREAL 

A combined Part 1 and Part 2 course will be con- 
ducted at McGill University. Contact the Chapter 
Secretary, Mr. W. F. Reid, 8428 Chenier St., Ville 
d’anjou, Que.; or, Chairman, Education Committee, Mr. 
R. T. C. Hilton, A.A.C.I., 83 Portland Place, Beacons- 
field, P.Q. 
QUEBEC CITY 

Consideration is being given to conducting a Part 1 
course in French, Information may be obtained from, 
Mr. Jacques Gosselin, A.A.C.I., 1600 St. Cyrille Blvd., 
West, Quebec 6, P.Q. 


ONTARIO 

HAMILTON 

Part 1 and Part 2 courses will be conducted at 
McMaster University. For details of the course, con- 
tact the Extension Dept. of the University, The Chapter 
Secretary, Mr. W. E. Pusching, A.A.C.I. (Part 1 
Course), 50 Cottrill St., Hamilton, Ont.; Mr. G. W. 
Phinney, A.A.C.I. (Part 2 Course), 570 James St. S., 
Hamilton, Ont. 
LAKEHEAD 

A review of the Part 1 course and a full Part 2 
course will be held at the Lakehead College. Contact 
the Chapter Secretary, Mr. K. Hammond, R.R. No. 2, 
Arthur St., Fort William, Ont.; or, Mr. R. Whybourne, 
P.O. Box 445, Port Arthur, Ont. 


NIAGARA 

A Part 1 course will be conducted for the Niagara 
Chapter by members from the Hamilton Chapter. Over 
fifteen students have pre-registered for the course. 
Contact the Chapter Secretary, Mr. H. P. Sheehan, 10 
King St., St. Catharines, Ont. 


LONDON 

A Part 2 course will be conducted at the University 
of Western Ontario starting October 16th. Contact, Mr. 
D. W. Lambert, A.A.C.I., Secretary-Treasurer London 
Chapter at Manufacturers Life Insurance Co., 291 
Dundas St., London, Ontario. 
W ATERLOO-WELLINGTON 

A Part 1 course will be conducted at The University 
of Waterloo in Room 223 of the Physics Building, 
starting October 4th. Registrations should be submitted 
to, Mr. John Mahn, 158 Norman St., Waterloo, Ontario. 
OTTAWA 

Part 1 and Part 2 courses will be held at the High 
School of Commerce. Information may be obtained 
from: Part 1 Course: Mr. L. V. McPherson, A.A.C.L., 
Manufacturers Life Insce., 77 Metcalfe St., Ottawa, 
Ont.; or, Mr. E. H. Petry, A.A.C.I., 1811 Paisley Ave., 
Ottawa 3, Ont. 

Part 2 Course: Chapter Secretary, Mr. D. E. 
Humphrey, A.A.C.I., Apt. 108-151 Metcalfe St., Ottawa 
4, Ont. 


PETERBOROUGH-LINDSAY 

A Part 2 course will be conducted to accommodate 
those who have completed the Part 1 course. Informa- 
tion may be obtained from the Chapter Secretary, Mr. 
KE. J. B. Carter, A.A.C.I., 2318 Keele St., Toronto, Ont.; 
or, Mr. W. J. Deitrich, A.A.C.I., 474 George St. N., 
Peterborough, Ont. 
SUDBURY-NORTH BAY 

A Part 1 course will be conducted in Sudbury. This 
is the first appraisal course to be put on in that area 
and will get underway on October 10th with the first 
lecture being delivered by Mr. J. C. McGee, A.A.C.I. 
from Toronto. Detailed information may be obtained 
from: Mr. J. S. Stewart, c/o Dept. National Revenue, 
19 Lisgar St. South, Sudbury, Ont. 
TORONTO 

Part 1 and Part 2 courses will be conducted by the 
Toronto Chapter. Lectures will be held at the Ryerson 
Institute of Technology. Registrations should be 
delivered to, Mr. M. A. Hunter, Room 904, 36 Adelaide 
St. E., Toronto, Ont. 
WINDSOR 

A Part 1 course will be conducted at Assumption 
University starting October 5th. Contact, Mr. B. R. 
Mayo, A.A.C.I., 402 Security Bldg., Windsor, Ont. 


MANITOBA 

WINNIPEG 

Part 1 and 2 courses will be held at United College 
commencing on October 3rd. Contact the Chapter 
Secretary, Mr. F. W. Hamblen, Ste. 12-16 Roslyn Rd., 
Winnipeg 13, Man.; or, Mr. E. R. Hagglund, A.A.C.I., 
Assessment Dept., City Hall Annex, Winnipeg 2, Man.; 
Mr. C. R. Bradford, A.A.C.I., 87 Egerton Rd., Winnipeg, 
Man. 

SASKATCHEWAN 

SASKATOON 

A Part 1 course will be conducted at the University 
of Saskatchewan. Register at the Extension Dept. of 
the University of Saskatchewan. Information may be 
obtained from the Chapter Secretary, Mr. O. M. Ander- 
son, A.A.C.I., Veteran’s Land Act, 611 Federal Building, 
Saskatoon, Sask.; or, Mr. G. E. Rouatt, A.A.C.I., 611 
Federal Bldg., Saskatoon, Sask. 


ALBERTA 
EDMONTON 


Part 1 and 2 courses will be conducted at the 
University of Alberta. Information may be obtained 
from the Chapter Secretary, Mr. W. G. Duncan, 10230- 
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134 St., Edmonton, Alta.; or, Mr. L. H. Howard, 
A.A.C.I., Prudential Insurance Co., Rm. 105, 11810-124th 
St., Edmonton, Alta. 


CALGARY 

Courses will be conducted by the Calgary Chapter. 
Information will be available from the Secretary of the 
Chapter, Mr. C. J. Cannon, 739-12th Ave., S.W., 
Calgary, Alta. 


BRITISH COLUMBIA 

VANCOUVER 

Part 1 and Part 2 courses will be conducted at the 
South Burnaby High School starting October 2nd. In- 
formation may be obtained from, or registrations sent 
to Chapter Secretary, Mr. A. F. Smith, A.A.C.I., Court 
House, New Westminster, B.C.; or, Mr. Cy Barnes, 
A.A.C.I., Chairman Education Committee, Box 700 
Cloverdale, B.C. 


VICTORIA 

The Chapter will conduct study courses during the 
coming season. Further information may be obtained 
from the Chapter Secretary, Mr. L. D. Fraser, A.A.C.L., 
Secretary, Victoria Chapter, A.I.C., 1643 Warren 
Gardens, Victoria, B.C. 


- * + 


Information about study groups and courses being 
planned by the following Chapters may be obtained from 
the Chapter Secretaries. 


CHAPTER SECRETARY 
Mr. M. MacKillop, 
3603-16 St., 
Vernon, B.C. 
Kamloops Mr. George Garlick, 
P.O. Box 504, 
Kamloops, B.C. 
Kingston Mr.L.R. Curry, . 
Ontario Dept. of Highways 
Box 516, 
Kingston, Ont. 


B.C. Interior 


Lethbridge Mr. A. G. Wallace, 

Box 607, 

Lethbridge, Alta. 
Regina R. F. Bettison, A.A.C.I., 


c/o Prudential Insurance Co. 
1846 Scarth St., 

Regina, Sask. 

Mr. R. S. McLeod, 

Hampton, 

Kings Co., N.B. 

Mr. O. T. Webb, 

c/o 1045-9th St., 

Brandon, Man. 


St. John, N.B. 


Western Manitoba 


LAMENT OF A SALESMAN 


For want of ambition, no phone call was made, 
For want of a phone call, a listing, delayed; 

For want of a listing, no sign was erected, 
For want of a sign, no prospect expected ; 


For want of a prospect, no buyer consulted, 


For want of a buyer, no contract resulted; 
For want of a contract, no sale was achieved, 
For want of a sale, no commission received; 
For want of commission, no doubt you’ve surmised, 
NO BONUS WAS EARNED, and no one surprised! 


—Vern Lynch, Crawford Realty 
Published in the Akron Realtor 
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BERT KATZ ELECTED 
PRESIDENT CAREB 


Bert Katz, F.RI. of Ottawa has been elected the new 
President of The Canadian Association of Real Estate 
Boards. Elections were held at the 18th. Annual Convention 
at Banff Springs Hotel, Banff, Alberta, September 4th. to 
8th. 

The new President, a graduate of McGill University, has 
been involved in organized real estate for a number of years 
and it is fitting that these efforts have been so highly 
honored. He founded his own business in 1942. 

His activities in organized real estate were varied. He is 
a former president of the Ortawa Real Estate Board; the 
Ontario Association of Real Estate Boards and vice- 
president of the International Real Estate Federation. He 
has represented CAREB in Madrid, Rome, Salzburg and 
Paris. In October, 1960 he was elected the first president of 
the newly-organized Canadian Chapter of this international 
body. 

Mr. Katz is also a Fellow of the Canadian Institute of 
Realtors and now serves on the Executive and Governing 
Council. He is also a charter member of CAREB which he 
helped organize in 1943. 

Being a good amateur photographer and addicted to 
travel, he recently completed a round-the-world trip, where 
he visited 40 countries. He recorded the highlights on 
color film. 

Mr. Katz takes office January Ist., 1962. 


AMSTERDAM NEXT 
LOCALE FOR FIABCI 


Secretary H. W. Follows tells us that the next Inter- 
national Real Estate Federation convention will be held 
at Amsterdam in June, 3, 4, 5, 1962. 

Mr. Follows has already opened negotiations with KLM 
to arrange flight times, line up costs and study KLM’s 
multi-stopover plan which permits numerous stops in 
other countries without extra charge. 

For example, if your final destination is Amsterdam, 
you can return via Paris and London at no extra cost. 

If you wish to visit several European cities yet save 
money, the following example is just one of the many 
trips allowed at no extra cost. 

Let us assume you wish to visit Rome. You purchase 
a round-trip ticket to Rome which entitles you to visit 
the following cities at no extra charge: 

London, Amsterdam, Paris, Brussels, Bremen, Hanover, 
Berlin, Zurich, Geneva, Munich, Milan, Nice, Vienna and 
Barcelona. 

The KLM Royal Dutch Airlines offer an interesting 
“Multi-stopover Plan” chart which shows the number of 
cities which KLM will allow free stopover privileges en- 
route to your destination. Write them at 88 King Street 
West, Toronto or phone your own travel agent. 

For further information regarding the FIABCI con- 
vention write H. W. Follows, The Canadian Association 
Real Estate Boards, 20 Eglinton E., Toronto 12, Ont. 
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BRANTFORD BOARD 
SEEKS AESTHETIC IMAGE 
VIA CONTEST 


An Ontario real estate board has just finished a public 
relations effort which should create a highly favourable 
image of the board and its function among members in 
the community. We'll let Muriel Robinson, Secretary- 
Treasurer of the Brantford Board tell the story: 


“Brantford, the Telephone City Board, has just com- 
pleted its first major PR project, a “Garden of the 
Year” competition. The contest, which drew 40 entries 
from the city and township, was held in co-operation with 
the local Horticultural Society, and the awards will be 
made at the annual meeting of the Society in October. 


“Winner of this year’s award is Dillow Cornwall of 
72 St. George St. Tied for runners-up are Roy Case of 
29 Tom St. and Mrs. Fred Horn of 17 Golfdale Ave. 


“The gardens were judged by members of the Society 
and other leading citizens using the Ontario Horticultural 
Society’s point system as follows: Twenty points each 
for 


Character and layout design 

Plant material and variety 
Arrangement and spacing 

Condition and cultura] skill 

Lawn in proportion to cultivated area 
Management and neatness. 


“The realtors, well pleased with the citizens’ response to 
the first competition of this sort, hope to make it an 
annual event.” 


TORONTO BOARD WISHES 
TO SELL COLLATOR 


The Toronto Real Estate Board has installed a new 
Thomas Rotomatic Collator which collates 25,000 sheets 
per hour and stitches same as the sets come out of the 
machine!. This new high speed operation was installed 
to speed up the expediting of co-op listings to board 
members. 


Because of this new purchase, TREB has a surplus 
machine on hand that should be a real buy for a smaller 
board. General Manager A. W. Treleaven wishes to sell 
a 3 year old Addressograph-Multigraph Accra-Feed 
Collator which will collate at the rate of 6,000 sheets per 
hour. This machine cost TREB $6,000 but the board will 
sell it for $2,500. It has been kept in full service since 
it was installed. 


Write Mr. Treleaven at TREB, 1883 Yonge Street, 
Toronto 7, Ont. 
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MONTHLY CO-OP REVIEW 
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SIMCOE BOARD TO 
REFUND FEE 


Simcoe & District Real Estate Board will henceforth 
refund the $3.00 listing fee if the property listed co- 
operatively is sold while the listing date is still in effect. 
The $3.00 refund will be made by cheque immediately the 
board receives its share of the commissions. 





LLOYD METCALF, President of the Oshawa Real Estate 
Board appears eager to dash to a second storey office 
window to view the board’s newly installed sign. Lloyd 
Corson, co-op chairman, is at switch. The neon flashing 
sign is 4’ x 10’. 
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PERSON TO PERSON 


CSRS 


Quebec surges ahead 


the president of CCA, A. G 
Sullivan claims that the 1961 construc- 
tion figure for the Province of Quebec 
will hit an estimated $1.7 billions or 
24% of the Canadian total of $7.2 
billions. The breakdown finds housing 
capturing $526 millions; commercial and 
industrial $546 millions and engineering 
projects $622 millions. These various 
works will keep 135,600 employed and 
extract $548 millions for salaries and 
wages 


cross roads 


. they say “‘‘east is east, and west 
is west and ne‘er the twain shall meet.”’ 
This saying was irrevocably exploded by 
a startling co-incidence. East did meet 
west. Mr. and Mrs. Harold Clarke of 
Port Credit, Ontario, had stopped off at 
Banaras, India, east-bound on a round- 
the-world trip. While sitting in the open- 
air rotunda of Clarke’s Hotel (that’s the 
actual name of it) Harold spotted a 
familiar figure examining goods at a 
bazaar. It was Bert Katz, president- 
elect of CAREB temporarily halted on 
the west-bound leg of a round-the-world 
trip! 


burnt bridges 


real estate saleslady Elaine John- 
son of R. H. Carson Ltd., Kamloops, 
decided to retire and open a Junior Tog 
Shop. Before she could even get her 
‘feet wet’ in her new venture a fire 
levelled the business block. She has 


returned to real estate, ‘‘temporarily’’ 
she says 
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in memoriam 


one of Canadian Realtors’ better- 
known American friends passed away in 
June. Earl B. Teckemeyer, Indianapolis, 
well-known author and speaker on the 
international real estate circuit had ad- 
dressed several Canadian provincial and 
national convention audiences . . . 


heated masses contribute 


. in a paper read to the Electric 
Heating Assoc. of Ontario, D. A. Pope, 
Manager of Sandwich- West Hydro 
Electric System narrated on peak loads 
which sometimes burden hydro facilities 
beyond capacity. He referred to a 
strange anomaly which occured in New 
York City. That metropolis was quite 
capable of coping with the new multi- 
million dollar skyscrapers mushrooming 
all over town, but (was) “’. . . brought to 
its knees by something that hadn’t pre- 
viously been plotted. The upsurge in 
peanut-sized air conditioner installations 
which knocked out large sections of the 
city’s power’ 


* * * 


HOMESPUN PHILOSOPHY 


We like this little personal narrative 
taken from the Arkansas Real Estate 
News. 

“When | was a child, my father took 
me to a blacksmith shop where he had 
left a rake and a hoe to be repaired. 
They were ready, fixed like new. Father 
took a silver dollar from his pocket 
But Mr. Trussell refused to take it. 

“No,” he said, “‘there’s no charge 
for that little job.”’ 


“But father persisted and, if | live 
a thousand years, I'll never forget the 
blacksmith’s reply 

Sid,’ Mr. Trussell pleaded with 


my father, ‘‘can’t you let a man do 
something — just to stretch his soul?’’ ’’ 
—R. Lee Sharpe 


@ Jack Benny says he knows a man 
so clever he’s invented a cure for 
which there is yet no disease. 


@ Once upon a time, an Arab was 
thrown into jail. He spent years in 
his cell plotting fruitless methods of 
escape. One day he tried the door 
and found it had no lock. So he 
walked to freedom! 





the Canadian 
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CALENDAR 


THE CORPORATION OF REAL ESTATE 
BROKERS PROVINCE OF QUEBEC 
Lac Beauport 
October 26th - 27th 





MARITIME BOARDS’ ANNUAL CONF. 
Halifax, N.S. 
October 26th - 27th 


NAT. ASSOC. REAL ESTATE BOARDS 
Miami Beach, Fla. 
November 11th - 17th 


@ Cheops built the Great Pyramid of 
Gizeh about 3050 B.C. Then he felt 
better 

—Will Cuppy 
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REAL ESTATE 
DIRECTORY 


GENERAL REAL ESTATE 


@ BARRIE, ONT. 
A. F. Rose, 
78 Tiffin Street, 
PA. 8-2379. 


@ BRANDON, MAN. 
Hughes & Co. Ltd., 
125 -10th Street. 


e@ CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W. 
Clair J. Cote, 
Ste. 10 — Foundation Bldg., 
628-12 Ave. S.W. 


Cote & Hunt Ltd., 
606 Cdn. Bank of Commerce Bldg. 


@ FORT WILLIAM, ONT. 
Willport Realty Limited, 
Fort William - Port Arthu: 


@ NANAIMO, B.C. 

December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ OSHAWA, ONT. 
Lucas Peacock, Realtor, 
596 Simcoe St. N. 


© OTTAWA, ONT. 
C. A, Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 
P. Hubert McKeown, 
McKeown Realties Ltd., 


169 Somerset St. W. (CE. 2-4806). 


@ PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


@® QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091. 


@ RED DEER, ALTA. 
Botterill McKee Cunningham Ltd. 
5002 Ross Street, 
Phone 2619, 


@ WINNIPEG, MAN. 
Aronovitch & Leipsic Limited, 
Four Sixty Main Street, 
WHitehall 2-3301 


PROPERTY MANAGEMENT 


@ HALIFAX, NS. 
toy Limited, 
Roy Building. 


© VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


IND. SITES — PROPERTIES 
@ BURLINGTON, ONT. 


Canada’s largest town 
W. D. Hitchcox, 
541 Brant St., N.E. 4-2343. 


@ CALGARY, ALTA. 
Clair J. Cote, 
Ste. 10 — Foundation Bldg., 
628-12 Ave. S.W. 


Cote & Hunt Ltd., 
606 Cdn. Bank of Commerce Bldg. 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


HALIFAX, N.S. 
toy Limited, 
Roy Building. 


REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 


@ EDMONTON, ALTA. 
Melton Real Estate, 
10154-108rd Street, Phone 47221 
APPRAISALS 
© CALGARY, ALTA. 


Ivan C. Robison & Company, 
716-Fifth St. S.W., 
Phone AMherst 6-3475. 


EDMONTON, ALTA. 
Peter B. Sayko, F.R.I., A.A.C.I., 
11023 - 127 Street. 


OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 


@ ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


° 


TORONTO, ONT. 
Chambers & Meredith Ltd., 
48 Yonge Street. 


Professional 
Brokerage 
Connections 
Across The Nation! 


@ General Real Estate 


® industrial sites 
and properties 


® ideal store locations 
© rural holdings 
® appraisals 


® property management 


DIRECTORY 


Advertising Rates 


Classified: 


3 lines 12 issues $45.06 
3 lines 6 issucs 29 Of 
\ s $l 
Ne t anc 1 


Semi-Display: 
ONE INCI SIZI 


For six sertions $60.00 
Fe tw t ser tions 95.00 


Edmonton's ‘‘House of Service’’ for over 50 years | 


WEBER BROS. AGENCIES LTD. 
Industrial, Commercial & Revenue Properties 
Farmlands - Acreages - Appraisals - Homes 
write, wire or phone 
WEBER BROS. AGENCIES LTD. 


10013 — 101A Ave. Edmonton, Alberta 
Phone GArden 4-7341 


ON B.C. REAL ESTATE 


Otfice build I 
perties, homes, building lots and sub-division 
developments 


dustrial and revenue pro- 


Write P } 


BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 


FOR THE BEST INFORMATION 
| 





RESIDENTIAL, COMMERCIAL, 
INDUSTRIAL PROPERTIES 


Appraisals, Property Management 
Farms and Ranches 
64 vears serving Alberta 
TOOLE, PEET & CO. LTD. 


Toole, Peet Bldg., Calgary, Alberta. 





NEW BOOKS FOR REAL 
ESTATE PRACTITIONERS 


LAW MANAGEMENT FINANCE 


SELLING 


PLEASE ORDER BY NUMBER ON YOUR LETTERHEAD 


ADVERTISING 


1 How to Get Profitable Listings 


Through Ads Woessner 85 How to Close in Selling Homes 
Real Estate Advertising N.1.R.E.B. 


Successful Real Estate Advertising Morton McDonald SHOPPING CENTERS 


Advertising Copy Hotchkiss 92 Mistakes We Have Made in 


How to Use Classified Advertising Developing Shopping Centers 
to sell more real estate 


84 How to Help Your Salesmen 
Produce More Business 


Nichols 
McDonald 


APPRAISAL 


10 
1 
13 
14 
16 
17 
18 
19 
20 
21 


22 


Appraisal Manual 
The Appraisal Process 
Appraisal Guide 


Appraisal Terminology & 
Handbook 

Appraisal of Real Estate 
How to Value Real Estate 
Manual of Appraisals 
Selected Readings in Real 
Estate Appraisal 
Valuation of Residential 
Real Estate 

152 Problems in Appraisal 
With Solutions 


National Construction Estimator 


FARMING 


Several texts are available upon request 


McMichael 
Schmutz 
Society of Res. 
Appraisers 


A.LR.E.A. 
A.A.R.E.A. 
Teckemeyer 
Boeckh 
A.LR.E.A 
May 


A.LR.E.A 
Cal. Pacific Estimators 


GENERAL 


95 
96 


97 
98 


99 


100 


101 


102 


103 
104 


105 


105 
107 


Culture of Cities 
Fundamentals of Real Estate 
Practice 

How to Plan a House 

How to Profit by Rehabilitating 
Real Estate 

How to Write Better Business 
Letters 

How to be Consistently 
Successful in Real Estate 
Introduction to Political 
Economy beeen 
Questions & Answers About 
Real Estate 

Real Estate Subdivisions 
Residential Real Estate in 
Canada 

Successful Publicity & Public 
Relations 

Urban Land Economics 
Neighbourhood Planning 


Mumford 


Atkinson & Frailey 
Townsend & Dalzell 


Geer 

Frailey 
Russell 
Bladen 


Semenow 
McMichael 


Firestone 
Semenow 


Ratcliff 
Kostka 


FINANCE 108 


45 Agricultural Finance W. G. Murray 5.00 Short Term 
46 Elements of Accounting Ferguson & Crocombe 2.75 
47 How to Finance Real Estate McMichael & O'Keefe 7.00 BOOKLETS 
48 Farm Records & Accounts Efferson 4.50 
49 Real Estate Investments & 109 
How to Make Them 13.00 
Real Estate Office Bookkeeping 110 
Simplified Hefti 6.00 
Limited Companies & Their 
Accounts 


Leases — Percentage, Long & 
.McMichael & O'Keefe 


How to Make Money Speculating 
in Real Estate 
Monthly Amortized Mortgage 
Payments 
Real Estate Traders Handbook 
Sale — Leasebacks & Leasing in 
Canadian Accounting Practice Leonard & Beard 6.75 Real Estate & Equipment 
Canadian Mortgages Woodard 5.60 Transactions 
115 Co-operative Apartments 
LAW 116 Direct Mail Pieces 
Double Your Dollars by 
Knowing the Answers 
2.75 118 Greater Profits from Listings 
13.00 119 New Business from Old 
120 Pitfalls 
MANAGEMENT 121 Real Estate Advertising 
65 How to Operate a Real Estate 122 Real Estate Exchanges 
Business McMichael 123 Real Estate — It's Wonderful 
66 Principles of Real Estate 124 Real Estate Syndicates & 
Management Downs How They Work ; 
67 Real Estate Management Bliss & Sill 125 Sales Ideas That Click 
68 The Modern Concept of Real 126 The Successful Salesman 
Estate Admin. Calif. Assn. P 127 The Modern Concept of Real 


Estate Admin. 
SELLING 130 Pace of Progress 
75 Real Estate Salesman’s 131 Everyday Real Estate 
Handbook N.A.R.E.B. 132. Hiring, Training & Financing 
76 Sales Ideas that Click N.A.R.E,B. J Salesmen 
77 The Successful Salesman N.A.R.E.B. 133 Estimating Market Price 
78 How to Sell Real Estate by the 134 Learn to Trade 
Sell-An-idea Technique Cook 


How | Raised Myself from OTHER MATERIAL 


Failure to Success in Selling Pamphlets: 


Real Estate Selling Aids 140 Helpful Hints for Home Sellers 

Selling Home Property 141 Helpful Hints for Home Buyers 

Selling Real Estate 142 Helpful Hints on Using the Co-operative 
Successful Real Estate Ideas Listing Service 

143 Construction Pointers 

“44 C.A.R.E.B. Realtor Cuts for letterhead, etc. 
145 C.A.R.E.B. Realtor Window Stickers 

146 C.A.R.E.B. Realtor Lapel Pins & Buttons 


Cadwallader 


Ferguson & Crocombe 3.60 
Greenfield 
1.R.E.M. 


1.R.E.B. 
60 Real Estate Law 


61 Summary of Canadian 
Commercial Law 
62 Law of Contract 


Kratovil $ 9,00 117 


LLR.E.B, 
ILRE.B, 
LR.E.B, 
LLR.E.B, 
LLR.E.B, 
LLRE.B, 
LLR.E.B, 


Anger 


2.50 
Cheshire & Fifoot 


2.50 
2.50 
2.50 
2.50 
2.50 


1LR.E.B, 
LLR.E.B, 
LLR.E.B, 


2.50 
2.50 
2.50 


..Calif. Assn. 
N.1.R.E.B 
N.LR.E.B. 


2.50 
1.00 
2.50 


N.1.R.E.B. 
N.1.R.E.B. 
N.1.R.E.B 


2.00 
2.50 
2.50 


Make cheque payable to C.A.R.E.B. 


Bettger for below material only. 


King 

Geer 
McMichael 
Prentice Hall 


.02 ea. 
.02 ea. 


.03 ea. 
-10 ea. 
3.50 ea. 
.50 ea. 
1.50 ea. 


Send order on your letterhead to: 
Canadian Institute of Realtors 
20 Eglinton E., Toronto 12, Ont. 





